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GAMA Sees Favorable 1954 Potential 


For Gas Appliance Sales 
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E have before us an oppor- 
tunity to reverse the generally 
anticipated, downward eco- 


nomic trends. Then, we might even per- 
form during the coming year at a level 
far above the national average.” 

That is the view of 1954 which was 
expressed by Edward R. Martin, direc- 
tor of marketing statistics, Gas Appli- 
ance Manufacturers Association, in his 
annual business outlook. 

He points out that while economists 
in general agree that business will be off 
about 5% in 1954 from 1953, some 
government officials see this year’s econ- 
omy in a sound state and subject to con- 
tinuing growth. Most of their predic- 
tions do contain, however, concessions 
that we are in a period of adjustment 
and that weak spots do exist in some 
areas of our national economy. 

Many indications, Mr. Martin reports, 
substantiate these general business levels 
for 1954: an anticipated decline of 
about 5% in the gross national product; 
moderate declines in construction ac- 
tivity; and a possible carry-over of a de- 
cline in factory employment which came 
late in 1953. 

While the 1954 anticipated economy 
may be described as a “rolling re-ad- 
justment” or a “recession”, the fact re- 
mains, Mr. Martin states, that an aver- 
age decline of 5% in gross national 
product, in dollar terms, would still 
leave 1954 the second best year in our 
Nation’s economic history. 

In a practical analysis of the economic 
situation, since some industries will have 
a business decline of upwards of 10%, 
other parts of industry must maintain, 
or increase, their relative performance 
in comparison with the national aver- 
age. 

One outstanding fact is clearly appar- 
ent, Mr. Martin states—the arrival of a 
highly competitive “buyers market.” 
This calls for greater effort in locating 
and exploiting existing and new markets, 
and means a period of “tough” competi- 
tion where success will be determined 
only by selling ability. 

In general, industry advertising ex- 
penditures are expected to increase by 
about 10% during the year. Besides 
more aggressive advertising and promo- 
tion, consumer goods manufacturers 
and industries are expected to stimu- 
late markets with product-improvement, 
more practical and pointed salesman- 
ship. 

Several reasons for anticipated gas 
appliance sales performances above the 
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national average were given by Mr. 
Martin: 

“Annual gas appliance sales... 
have not kept pace with the growth of 
the gas utility and LP-gas industry, 1,- 
000,000 new customers each year. 

“1953 . was the year in which 
manufacturers and gas utilities recog- 
nized the elements missing from existing 
merchandising policies, and decided to 
do something about it... . 

“The action program for gas indus- 
try development . . . is in operation. 


“GAMA’s continuing public relations 
program ... is creating greater im- 
pact on the consuming public. 

“Closer cooperation between gas util- 
ities and gas appliance manufacturers 

. is fast becoming a reality. 

“Other factors which must be con- 
sidered, and which are a basis for op- 
timism, are continued technical research, 
performance and design improvement, 
marketing research, and improvements 
in dealer, builder and developer rela- 
tions. 

“Naturally, the attainments of any 
industry are dependent upon the per- 


(Continued on page 48) 


BROOKLYN UNION LAUNCHES 
1955 MRS. AMERICA CONTEST 


Brooklyn Union Gas Company 
launched a new Mrs. America contest 
and introduced Mrs. America of 1954 
at a plumber-dealer meeting held last 
month. Five hundred dealers and their 
wives attended the meeting and in ad- 
dition to receiving Mrs. America, were 
told about the gas company’s sales and 
promotional plans for 1954. 

This year’s contest winner, Mrs. Erna 
Snyder, was present to give helpful hints 
on how to try for the title in the coming 
year. She advised all contestants for the 
1955 contest to brush up on their cook- 
ing, sewing and other household skills 
since homemaking ability is the prime 
prerequisite. While beauty is definitely 
not a handicap and will not rule a con- 
testant out, homemaking skills are more 
important in the contest. 

Featured at the Brooklyn Union meet- 
ing also, was the new glass-lined Pen- 
field automatic gas water heater, the offi- 
cial water heater for the contest. Ac- 

(Continued on page 50) 

















At Brooklyn Union Gas Company’s introduc- 
tion of Mrs. America of 1954, at the com- 
pany’s January plumber-dealer meeting, are, 
left to right: Martin Gibbons, manager of 
dealer relations, Brooklyn Union Gas Co.; 
William Martin, president, Queens Master 
Plumbers Association; Mrs. America; William 
Crawford, ex-president, Queens Master Plumb- 
ers Association; and William Briggs, vice 
president, John Wood Co. 








American Gas Journal, February 1954 


i 


ss —a— = —- DD Fa 


Fe 





& ag 25 ee . Ghee 43 


‘Ride the 1954 QUOTHERM line 10'PROFTS. UNLIMITED'1 == 


= SS ar aS 











~ “a 


NEW MARKET BIG AS LIFE 


yours with the New Duo-Therm Gas Incinerator! 





Duo-Therm’s all-new Direct Fire Gas Incinerator puts 
an unsaturated, made-to-order market right in your hip 
pocket. Here’s the modern, automatic gas appliance that 
replaces smelly garbage cans and smudgy trash burners. 
Designed and engineered by Duo-Therm,, it’s a big ticket 
appliance with the usual Duo-Therm big profit margin. 


An open road to profits unlimited 


Everyone who uses gas or is going to use gas is an A-No. 
1 prospect. With models for automatic or manual opera- 
tion, Duo-Therm has a complete line of gas-fired incin- 
erators. Every sale is a clean sale—no trade-ins. 
Promotion unlimited 

To get your incinerator sales rolling fast, Duo-Therm is 
turning on the steam with an ad campaign in LIFE! 
LIFE will take the Duo-Therm Incinerator story to 1 out 
of 2 home owners to pre-sell prospects in your town. 


Here’s how you can make them stop, look, listen and 
buy... 


Plenty of sales help 


For sales campaigns in your service area, Duo-Therm 
has ready a complete package of display materials, news- 
papers mats, radio and TV spots, direct mail literature 
... AND a liberal co-op advertising plan. You'll con- 
vert prospects into customers fast. 


Tie in with the first super-powered promotion program in ee or +. - Sane © .. . Paneer oF 


ets . ‘ se Big 2-bushel capacity! Exclusive Duo-Therm Target- 
the incinerator industry now. For profits unlimited, contact Jet Buvace euick’y gus cid of all gachege wet or 
your Duo-Therm distributor or send the coupon .. . today! dry ... all burnable trash. Other Duo-Therm ex- 


clusives: Triple-wall construction keeps sides touch- 


cool. Multi-purpose Inner Flue controls combustion 


for all size loads. Smart, modern, round design 
leaves no corners for leftovers. 
Division of MOTOR WHEEL CORPORATION * Lansing 3, Michigan 


Duo-Therm Division of Motor Wheel Corporation 

Dept. AGJ, Lansing 3, Michigan 

You bet I’m interested in profits unlimited! Rush me com- 
plete information about the All-New Duo-Therm Direct- 
Fire Gas Incinerator 





Name 





Address 
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D THERM is a registered trade-mark of the Motor Whee! Corporation. Copyright, 1954 


February 1954, American Gas Journal 
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CENTRAL GAS HEATING EQUIPMENT 


CN IRONS oo. oc ccsceweves 


GAS-FIRED DIRECT HEATING EQUIPMENT . 


GAS HOTEL & RESTAURANT EQUIPMENT .. 
GAS CLOTHES DRYERS ...........-..-5- 


* Subject to revision. 





ANTICIPATED 1954 GAS APPLIANCE INDUSTRY SALES 


Compored with Estimated 1953 Shipments 
In thousands of units 


DOMESTIC GAS RANGES ..............+.. 
AUTOMATIC GAS WATER HEATERS ........ 


re OE. on wcce shé0's oasiee 
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aad drkg ia tis di: cia ears are ate 
VENTED RECESSED GAS WALL HEATERS .... 
GAS-FIRED FLOOR FURNACES ............. 


GAS-FIRED UNIT HEATERS ............... 
GAS-FIRED INCINERATORS ............... 


Consensus Estimated % Change 
1954 1953* 1954 Over 
Shipments Shipments 1953 
ae 2,220 — 38 
1,966 2,160 — 9.0 
a ata 518 518 0.0 
‘ 74 73 + 10 
aera 212 208 + 22 
hints 804 799 + O7 
ido 315 315 0.0 
+ a 172 190 — 9.3 
1,563 1,600 — 2.3 
_ Not Avail. + 10.4 
_ Not Avail. +200.3 
~ Not Avail. — 2.0 
_ Not Applic. + 41.1 

















formance of its individual components. 
In other words, the sum total of the 
sales of each company combines to form 
total industry sales . . . one important 
fact stands out: the great majority of 
reporting manufacturers [to GAMA] ex- 
pect industry sales to drop moderately, 
but expect their own sales to increase. 
Nevertheless, the expected sales per- 
formances of these individual compa- 
nies in most instances, is well within the 
realm of achievement. 

“In the light of expected economic 
conditions during 1954, to increase sales 
over 1953 volumes, any company must 
put the emphasis on enthusiastic mer- 
chandising and competitive selling. It is 
doubtful that any company would fore- 
cast any increases in its 1954 sales with- 
out first planning its approach to exist- 
ing and new markets, and without add- 
ing potency to its sales force. 

“. . . markets for gas appliances and 
equipment do exist, and will continue 
to expand ...we enter 1954 with 
over 32,000,000 gas-served homes (LP 
and city), an increase of more than a 
million residential customers over last 
year, the basis of a tremendous replace- 
ment market. 

“The gas industry is planning to spend 
approximately $2'2-billions before the 
end of 1956 for further expansion of the 
natural gas industry. . . . This planned 
expansion, which does not include LP 
gas, is backed up by an ever-growing 
backlog of proved recoverable reserves 
of natural gas, now estimated at 200 
trillion cubic feet. Thus, the oppor- 
tunity to capitalize on new markets will 
continue.” 
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In recent years GAMA has been 
undertaking business outlook surveys 
which are concerned with anticipated 
industry sales. Since forecasting is ef- 
fected by conditions existing at the time 
of forecast, GAMA now takes a sec- 
ond, mid-year, consensus to determine 
changes expected on volume for the 
current, and succeeding, year. This new 
method has proved to be satisfactory. 
Below is a comparison of sales volume 
for 1953, in July, compared with cur- 
rent estimates of actual sales perform- 
ance. 





1933 
GAS APPLIANCE INDUSTRY SALES 
In thousands of units 


Consensus, Estimated 
July 1,1953 1953 Sales* 
Domestic ranges 2,218 2,220 
Automatic water heaters 2,131 2,160 
Central heating 
Warm air furnaces 541 518 
Boilers 66 73 
Conversion burners 209 208 
Total central heating 816 799 


Subject to revision. 





In the manufacturers’ present consen- 
sus, as to 1954 industry sales volumes, 
below, a more optimistic viewpoint is 
evident now than existed in July of last 
year. 





1954 
ANTICIPATED GAS APPLIANCE INDUSTRY 
SALES 


Consensus, in thousands of units 





Optimism 
As of As of in 
7-1-53. 12-7-53 December 
Domestic ranges 2,089 2,136 More 
Automatic water 


heaters 1,929 1,966 More 











Central heating 


Warm air furnaces 530 518 Less 
Boilers 66 74 More 
Conversion burners 195 212 More 


Total central 
heating 791 804 More 





Domestic ranges 


The majority of manufacturers ap- 
pear optimistic about their own sales 
during 1954. Of 26 reports received, 15 
expect their business to increase sub- 
stantially, 8 expect less sales, and 1 ex- 
pects 1954 volume to be about equal to 
1953 and 2 did not answer. 

However, the majority of reporting 
companies (16 of them) feel industry 
shipments during 1954 will fall below 
1953 levels. The consensus is a drop 
of 3.8%, or 2,136,000 units. 

If all companies follow through on 
present plans and sell up to expectations, 
their individual reports indicate this 
trend could be reversed and 1954 sales 
could be 5% greater than in 1953—that 
would be 2,331,000 units. 


Number of companies reporting 26 

Units shipped (1953) by re- 
porting companies (est.) 

Units shipped (1953) by in- 
dustry (est.) 

Percent of industry shipments 
reported 53.1% 


1,179,076 


2,220,000 


Automatic water heaters 

The consensus is that 1954 shipments 
ot automatic gas water heaters will ap- 
proximate 1,966,000 units, or 9.0% less 
than for 1953. 

From the viewpoint of 29 of the 5! 
reporting companies, it is anticipated 
that industry volume will be less than 
during last year, while 14 feel that the 
industry will surpass, or at least equal, 
1953 performance. The remaining 8 
companies ventured no opinion. 

Thirty manufacturers expect to do in- 
creased business this year and 6 antici- 
pate at least equal volume. Only 13 com- 
panies expect their business to decline 
and 2 did not report. Thus, if the 36 
manufacturers anticipating increases OF 
no change over 1953 volumes perfo'm 

(Continued on page 50) 


American Gas Journal, February 1954 
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... then switch to the one line that meets every selling need 


"HE EXAMPLE No.1: so nving te sie 


- equipment to offer will never cause you to 
107 lose a sale when you handle Bryant. It’s the 

most complete line in the industry —offering you 

up to 114 separate sales opportunities in the 
on broad range of types and sizes available in 
ap- Bryant heating, cooling and water heating 
ess equipment. Gas furnaces, oil furnaces, con- 
version burners, boilers, air conditioners, 
water heaters, space heaters and unit heaters 


. The most complete line in the industry 
. Quality products—Competitively priced 
. Established name—Good customer acceptance 





: —here is everything you need to meet any . Broad, attractive profit margins 

the prospect's requirement— pr ofitably . . Local Distributor warehousing and service 

1. Your nearby Bryant Distributor has com- . Factory district representatives and traveling 
“¢ plete details. It will pay you to call him today. sales training and service teams 
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GAMA Sees 1954 Potential 


(Continued from page 46) 


up to present expectations, the industry 
could wind up with sales of about 2,- 
214,000 units, or 2.5% over last year. 


Number of companies reporting 51 

Units shipped (1953) by re- 
porting companies (est.) 

Units shipped (1953) by in- 
dustry (est.) 

Percent of industry shipments 
reported 88.2% 


1,905,075 


2,160,000 


Central heating equipment 


Generally, manufacturers of gas-fired 
central heating equipment look at 1954 
shipments as being about equal to those 
of 1953. The industry consensus 1s: 


1954 % Change 

Shipments Over 1953 
Warm air furnaces 518,000 0.0 
Boilers 73,800 +1.0 
Conversion burners 212,600 +-2.2 


Total 804,400 0.7 


The majority of manufacturers are 
anticipating increased sales despite the 
consensus that the industry volume will 
remain about the same. 


Warm air furnaces: Of 44 companies, 
30 expect to do increased business and 
6 expect no change. Only 4 expect their 
business to decline while 4 did not an- 
swer. If present forecasts hold true and 
individual companies do what their re- 
ports indicate, 1954 could wind up sub- 
stantially better (as much as 30%) than 
1953. 


Gas boilers: The majority of manu- 
facturers feel that while 1954 business 
will be slightly better than was 1953, 
their own companies will perform at 
higher levels; 14 expect increased busi- 
ness and 3 expect the same volume. 
Only 2 expect their business to fall off 
and 5 did not answer. Performing up to 
expectancy, the industry could increase 
1953 business by 12°% this year. 


Gas conversion burners: While the 
consensus is that 1954 industry business 
will be slightly better than in 1953, most 
companies looked toward greatly ac- 
celerated activity on their own part. 
With 38 manufacturers reporting, 24 in- 
dicate their companies will surpass last 
year’s volume, 3 anticipate the same de- 
gree of business, 6 look for less business 
and 5 did not answer. The net result, 
with all companies performing up to 
expectancy, 1954 could be a banner 
year. 
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Furn. Boil. 

Number of 

companies reporting 44 24 
Units shipped (1953) 

by reporting 

companies (est. ) 275,189 33,261 
Units shipped (1953) 

by industry (est.) 518,000 73,100 
Percent of industry 

shipments reported 53.1% 45.5% 


Cony. 
Burn. Total 
Number of 
companies reporting 38 106 
Units shipped (1953) 
by reporting 
companies (est. ) 109,542 417,992 
Units shipped (1953) 
by industry (est. ) 208,000 799,100 
Percent of industry 
shipments reported 52.7% $2.3% 


Vented recessed wall heaters, 
floor furnaces 


Generally speaking, the consensus is 
that 1954 will produce about the same 
volume of business for the vented re- 
cessed gas wall heater industry and less 
business for the gas floor furnace indus- 
try, than was accomplished in 1953. 
This is the consensus: 


Vented recessed wall heaters, 315,- 
000 units, no change from 1953. 


Floor furnaces, 172,300 units, 
down 9.3% over 1953. 


With individual manufacturers per- 
forming up to expectations, the vented 
recessed gas wall heater industry could 
amass sales of 333,900 units, about 6% 
over last year’s performance. Gas floor 
furnace manufacturers however, even 
should they carry through on present 
plans, look for no better than a decline 
of about 5% in this year’s business. 


Vented 
Wall Floor 
Heaters Furnaces 
Number of companies 
reporting 18 21 
Units shipped (1953) 
by reporting com- 
panies (est. ) 282,037 137,447 
Units shipped (1953) 
by industry (est.) 315,000 190,000 
Percent of industry 
shipments re- 
ported 89.5% 72.3% 
Direct heating equipment, unit 
heaters 
The consensus is that during 1954, 
gas-fired direct heating sales, in units 
will decline 2.3% over 1953, approxi- 
mate sales of 1,563,000 units. Manufac- 
turers of gas-fired unit heaters appear 
confident that their phase of the business 
will increase 10% over the industry’s 
volume last year. 
Regarding gas-fired direct heating 
equipment, however, most manufac- 


turers look for increased sales of their 
individual products. With full effort be- 
ing made to attain present sales expect. 
ancy during 1954, the industry could 
wind up 1954 with total sales of 1,712. 
000 units, or 7% above the preceding 
year. 
Gas-Fired 
Direct Gas 
Heating Unit 
Equipment Heater; 
Number of 
companies reporting 19 18 
Units shipped (1953) 
by reporting 
companies (est. ) 555,167 102,109 
Units shipped (1953) 
by industry (est.) 1,600,000 N.A 
Percent of industry 
shipments reported 34.7%, N.A 


Hotel and restaurant equipment 

Based upon reports received from 12 
manufacturers, the consensus is that 
1954 sales will be about 2% less than 
for 1953. 

Of the 12 reports received, however, 
the majority feel that their own com- 
pany’s business will be greater than it 
was for last year. This could result in 
increased industry volume. 


Incinerators, clothes dryers 

Based on limited returns, manufac- 
turers of gas-fired incinerators are the 
most optimistic of all the gas appliance 
and equipment manufacturers. They 
look for continued growth in public ac- 
ceptance and sales of their product and 
expect that 1954 activity will more than 
double that of 1953. 

Also based on a limited number of 
reports, gas-fired clothes dryer manu- 
facturers are anticipating an increase in 
1954 sales activity of 41%. 





BROOKLYN MEETS MRS. AMERICA 
(Continued from page 46) 





cording to William T. Briggs, eastern 
sales manager, John Wood Co., Mrs. 
America and her sponsorship of the 
John Wood water heater line, will play 
an important part in the company’s ad- 
vertising and promotion efforts for 1954. 

The new contest is open to any house- 
wife 21 years or over. All women in 
this category are eligible to compete for 
the Mrs. America title. The ability to 
cook, sew, shop, run her household in 
a modern way, and keep husband and 
children happy, will count more than 
beauty and personality. 


Hardwick Advertising New Range 

A half-page color advertisement in 
February issue of Ladies’ Home Jouria 
introducing Hardwick Stove Company’ 
newly developed gas range, will coinc 
with the company’s diamond annivers 
celebration. 


American Gas Journal, February 1°54 
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Builds your summer ioad 
«Ef without increasing winter peak 


anu- @ hes | With these new units on your lines, summer 
load goes up. Demand is equalized throughout the 


year. Many problems facing you as a gas supplier, 


ICA , oe : . are reduced without expense. 
olinie Unit A Homeowners who have already discovered the 
wi: 4 brags. J benefits of gas heat are made-to-order prospects 
“= Pathe. ct for Servel’s new gas-fired “add-on” cooling and 
the WETEV CMT air conditioning unit. In combination with existing 
2 furnace, it completes the system for year-round 


54. masta a comfort, with the inherent quietness, depend- 
use- ae wig Pe 

1 in 
for For detailed specifications and promotion plans 


ability, and long life of absorption refrigeration. 


a for Servel “Add-On” Cooling, address Servel, Inc., 


and Air Conditioning Division, Evansville, Indiana. 


‘he The name to watch for great advances 
in Air Conditioning .. . Refrigeration 


sary Dept. AG-24, Evansville 20, Ind. 
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GAS APPLIANCE 
INDUSTRY NEWS 


Portland G&C Runs Roundup Contests 


Portland Gas & Coke Co. aided local ap- 
pliance dealers in the recent Old Stove 
Roundup by promoting a customer contest 
offering the winner a 1,000-pound steer and 
a year’s rental on a locker for the steer. 
The contest, open to all purchasers of a new 























“Whitey the white-faced Hereford” was won 
by Mrs. Margaret Emerson, above. She had 
him butchered and put in her deep freeze. 


gas range, entailed the completing of the 
sentence “I purchased a new automatic gas 
range because . . .” in 50 words or less. 
A second customer contest sponsored by 
Portland Gas & Coke offered a new gas 
range and participation simply called for 
registering with a dealer. A drawing was 
held and one of the women who visited a 
dealer was awarded an automatic range. 


Kaiser Is Detroit-Mich Stove VP 


The election of Fred A. Kaiser as execu- 
tive vice president and a director of De- 
troit-Michigan Stove Co. has been an- 
nounced by the 
company. He re- 
places Wendell L. 
Smith who has re- 
tired. 

Mr. Kaiser, vice 
president since 
April, 1948, has 
been with the com- 
pany since 1931, 
when he started as 
a territory sales- 
man. He was named 
sales manager in 
1938 and was ap- 
pointed assistant to the president in 1943. 

Widely known in the gas appliance in- 
dustry and a noted speaker on sales sub- 
jects, Mr. Kaiser is executive vice presi- 
dent of the Institute of Cooking and Heat- 
ing Appliance Manufacturers. He is a 
member of the industrial and commercial 
research committee of American Gas As- 
sociation and past chairman of the com- 
mercial section, and a director of Gas Ap- 
pliance Manufacturers Association. 


Fred A. Kaiser 
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Motion picture actress Lucille Ball is shown 
above frying eggs on a gas range, in a 
scene from the M.G.M. picture, “The Long, 
Long Trailer.” Lucy and Desi Arnaz star in 
the story of a honeymoon couple who travel 
by trailer. When trouble of one kind and 
another besets the couple en route, Lucy says 
there’s one thing they can depend on, “We 
still have our gas to cook with! That's all 
that matters.’’ 











Name GAMA PEP Contest Winners 


The winners of the Gas Appliance Man- 
ufacturers Association $1,000 PEP sales 
contest have been announced. Of the 32 
companies who entered, 24 completed the 
contest and submitted final sales figures 
prior to the judging in December, 1953. 

The panel of judges announced the fol- 
lowing winners and those receiving honor- 
able mention: 

Group 1—100,001 or more total gas 
customers—winner, Minneapolis Gas Co.; 
honorable mention, The Peoples Gas Light 
& Coke Co., Chicago, and Oklahoma Natu- 
ral Gas Co. 

Group 2—25,001 to 100,000 total gas 
customers—winner, Piedmont Natural Gas 
Co., Charlotte, N. C.; honorable mention, 
The Bridgeport Gas Light Co., Conn., and 
Binghamton Gas Works, Pittsburgh. 

Group 3—up to 25,000 total gas cus- 
tomers—winner, Central Florida Gas Co., 
Winter Haven, Fla.; honorable mention, 
Chattanooga Gas Co., Tenn., and Keystone 
Gas Co., Pittsburgh. 


Roper Promoting 1954 Appliances 


An aggressive advertising and merchan- 
dising campaign is already under way by 
Geo. D. Roper Corp. for the promotion of 
a complete line of products which are the 
result of an investment of nearly $1,000,- 
000 in styling, engineering and new tools 
and dies. From this program have come a 
line of gas ranges, Dry-Aire gas clothes 
dryers and arrangeable gas cooking units. 

The new line of gas ranges includes 
models from the 58-inch extra-capacity 
Town and Country to the 22-inch Rangette. 
Between these two is a selection of versatile 
40-inch models, 36-inch models, and the 
new Space-Master 30-inch gas ranges. 

The most recent product addition, the 
Dry-Aire full-automatic gas clothes dryer, 
incorporates a number of basic improve- 
ments. 

The advertising and merchandising cam- 
paign, formulated to help dealers, includes 
consumer magazines, billboards, movie and 
television ad films, radio announcements 
and an assortment of local-level sales aids. 







INDEX TO ADVERTISERS 





American Meter Co. 


NY OI TIN asa eininces 6. ae see aew se 4S 
Cast Iron Pipe Research Corp. ........... 4-5 
Creprn-ruteen Mile. Co. 6... sce cccees 2 
Cleveland Trencher Co., The ............ 3 
Commonwealth Services, Inc. ............ 4) 
SONCTEING. Siry.w no 5-015 essa einsinieeare 40 
EC ere 38 
Dreke & Townsend, the. ... 2.06.0. ieees 40 
Dresser Mfg. Div., Dresser Industries, Inc. 10-11 
Duo-Therm, Div. of Motor Wheel Corp. .... 47 
ek er ee 8 
Fisher Research Laboratory, Inc. ......... 37 
Gas Macninery Gos, THE 2.0.06 sccvvcces 31 
Gas Purifying Materials Co. ............. 37 
INE 65 i.0:0. 0 6.06 6.6 04.6 scsi om 39 
Se eo 12 
a er ee ee or 39 
a Ee ae re re ree 1 
It, os Sicd relies cocaine vaca Serer 6-7 


Natural Gas Odorizing Co., Inc. 

Inside Front Cover 
eS eee Sa ey eee 36 
Reynolds Gas Regulator Co. ............. 35 
RAGHU Ms GO. oc cccccccscs Front Cover 


ees eee re 28-29 
Safety Gas Main Stopper Co. ........... 40 
AS a ee ee 51 
0 ES eee ree 4l 
Sprague Meter Co. ............. Back Cover 
NEED sie c cicinsnacvdinaree sien 34 


WOOG Ge, TOON occ ccc sue Ins'de Back Cover 





CLASSIFIED 








SITUATIONS WANTED 


Manufacturers’ Representative 
since 1938 wants gas appli- 
ance line for California head- 
quarters Los Angeles. Residen- 
tial commercial and industrial 
experience. Box 267 American 
Gas Journal. 








GAS AND COMBUSTION 
ENGINEER 


Large midwest manufacturer has oppor- 
tunity for graduate engineer, age 30-45, 
with majors in engineering, chemistry, 
combustion and thermodynamics. Should 
have experience in heat treating, design, 
and engineering of gas circuits including 
oxygen, acetylene, propane, and natural 
gas. To take charge of engineering and 
designing of flame hardening equipment. 
Salary open. Please send a resume of per- 
sonal data, education and experience. Ad- 
dress Box 268. 








GAS APPLIANCE DISPLAY STRIPS 
—Stock or to your order. Fluorescent 
colors-—all sizes. Write today for avail- 
able designs or send layout for quota- 
tion. Adept Advertising Co., 2649 Min- 
nesota Avenue, St. Louis 18, Mo. 
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| To help you “SELL MORE in 54”... 
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jal All thig Mr Amorica == @) 


fl oan 







NOW— 


a complete 
line! 


Now — 


both galvanized 
and glass-lined! 



















Now — 


models for every 
sales situation! 






biggest promotion 
campaign, ever! 


The choice of 
_Mre. America 


ASK THE JOHN WOOD MAN ABOUT THE Mee Amoriea PROMOTION PACKAGE! 








JOHN Woop COMPANY 
Conshohocken, Pa. 
Chicago, Ill. 
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